REMARKS 



As an initial matter, Applicant respectfully traverses the asserted Request for Information 
under 37 CFR § 1.105 on the grounds that the twelve enumerated requirements for information 
go beyond what is reasonably necessary to properly examine or treat the matter, as provided for 
in the Patent Rules. The fact that the Patent Office has had sufficient information to examine the 
claims and require restriction between assertedly different inventions, to sua sponte withdraw 
other claims from consideration as being drawn to non-elected inventions, to consider the prior 
art disclosed by Applicant, to reject and then finally reject the claims on the basis of prior art 
identified by the Patent Office, and finally to consider Applicant's Appeal Brief and respond to 
same, suggests that the Patent Office is, at this juncture, more than adequately familiar with the 
state of the prior art and the disclosure of the present invention to adequately examine the present 
application. 

Furthermore, Applicant is unaware of any authority, whether statutory or under the rules 
promulgated by the Patent Office, that would require an Applicant to tie specific elements of a 
claimed invention to specific improvements over disclosed prior art. Respectfully, the burden 
rests with the Patent Office to identify a single prior art reference or combination or references 
that disclose each element of the claimed invention(s). To date, the Patent Office has failed to 
do so. 

Subject to the foregoing objection, Applicant had made a diligent effort to be fully 
responsive to the Request for Information and to comply fully as required under the relevant 
authority. Applicant expressly reserves the right to supplement and / or amend the following 
responses as additional information becomes available to Applicant. 

Requirement No. 1 : The title, citation, and a copy of each publication that is a source used for 
the description of prior art in the disclosure. 

Response : Subject to innumerable publications that formed the foundation of the inventors' 
general and specialized knowledge in the field of endeavor, no specific or particular publication 
was used as a source for the description of the prior art. 
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Requirement No. 2 : The title, citation, and a copy of each publication that the Applicant relied 
upon to develop the disclosed subject matter of Applicants' invention. 

Response : Respectfully, the term "relied upon to develop the disclosed subject matter of 
applicant's invention" is unclear to Applicant. To the extent Applicant has understood this 
requirement, and notwithstanding the innumerable publications that formed the foundation of 
the inventors' general and specialized knowledge in the relevant field, Applicant respectfully 
responds that no specific or particular publication was relied upon to develop the disclosed 
subject matter. Attached as Exhibits A1-A4 are the following four documents that, while 
Applicant do not believe constitute them to be material to patentability, may nonetheless be 
responsive to Requirement No. 2, to the extent understood by the Applicants: 

1. "Image andMICR Capture ACH Check Truncation; " RDM Corporation; publication date 
unknown; copyright date 1998. 

2. "Check Pack; " VeriFone, Inc.; publication date unknown; copyright date 1998. 

3. "Join the Counter Revolution OmniPak I & II; " VeriFone, Inc.; publication date believed to 
be 2000; 

4. "RDM EC5000i Financial Document Image andMICR Capture 'Enabling ACH Check 
Conversion '; " RDM Corporation; publication date believed to be 2000. 

Requirement No. 3 : A copy of any non-patent literature, U.S. or foreign published application, 
or U.S. or foreign patent, by any of the inventions or assigned to the same assignee as the current 
application that relates to the claimed invention. 

Response : None. 

Requirement No. 4 : Any pending or abandoned applications filed by at least one of the 
inventors, or assigned to the same assignee as the current application, that disclose similar 
subject matter that are not otherwise identified in the current application. 
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Response : Respectfully, the term "disclose similar subject matter that are not otherwise 
identified in the current application" is unclear and ambiguous. To the extent Applicant 
understands the requirement, however, Applicant responds as follows. None. 

Requirement No. 5 : Whether any search or prior art was performed. 

Response : A prior art search was performed. Respectfully, the term "please state the citation for 
each prior art collection searched" is unclear. To the extent understood, Applicant responds that 
the "prior art collection searched" was the Internet. Relevant prior art retrieved by the search, a 
copy of which is attached as Exhibit B, is as follows: 

1. U.S. Patent No. 6,119,106 to Mersky, etal 

Requirement No. 6 : The names of any products or services that incorporated the disclosed prior 
art. 

Response : It is unclear to Applicant what is meant by "incorporated the disclosed prior art." To 
the extend Applicant understands the request, however, Applicant identifies the POS terminal 
EC5000i provided by RDM Corporation, Waterloo, Ontario and the Omni 396 and 3300 model 
VeriFone terminal. Both of these systems were discussed in the patent specification at page 7. 
As a further aid to Examiner, Applicant has attached as Exhibit C a copy of the following 
documents which, while not believed to be material to patentability, may be responsive to the 
requirement: 

1 . "The Green Sheet; " dated November 27, 2000, which identifies the Omni3300 from 
VeriFone Corporation and the NURIT 2085 from Datamark Technologies, Inc. 

2. "The Green Sheet; " dated May 28, 2001 , which identifies the Artema from Thales; Point-of- 
Sale Electronic Check Processing from Globale Telecom, Inc.; the 2400 Hypercom ICE 6000 
card payment terminals and electronic receipt capture service from Hypercom Corporation; and 
the Valuepak OEM product created by Lipman USA, Inc.; and services offered by Crosscheck, 
Inc. 

3. "The Green Sheet; " dated May 14, 2001, which identifies wireless technology by MIST 
(Mobile Information Solution Technologies). 
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Requirement No. 7: The trade names and providers of any goods or services in competition with 
the goods or services in which the claimed subject matter has been embodied. 

Response : To the extent the requirement is understood, Applicant identifies the following 
providers of goods and services in competition with goods and services offered by Applicant: 

1. CheckFree/CheckFreePay 

2. FirTech 

3. GlobalExpress 

4. IPP of America, Inc. 

5. Western Union Payment Services/SpeedPay 

Requirement No. 8 : Any written descriptions or analyses, prepared by any of the inventors or 
assignees, of goods or services in competition with the goods or services in which the claimed 
subject matter has been embodied. 

Response : Applicant respectfully objects to Requirement No. 8. because the requirement is 
vague and unclear. In responding to Requirement No. 8, Applicant has excluded business 
analyses, market analyses, competitive analyses, and the like, if any, because it is believed these 
are not being requested. To the extent Requirement No. 8 is properly understood Applicant 
responds as follows: None. 

Requirement No. 9 : The names of any products or services that have incorporated the claimed 
subject matter. 

Response : At least some elements of some of the claims of the present application are 
incorporated in Fidelity XpressPay. 

Requirement No. 10 : The citation for, the dates initially published, and copies of any advertising 
and promotional literature for any goods or services in which the claimed subject matter has been 
embodied. 



FEX001 



Page 5 of 9 



Response : At least some elements of some claims of the present application have been embodied 
in goods or services described in the following documents, copies of which are attached as 
Exhibit D, which are not believed to be material to patentability, but which may be responsive to 
the requirement: 

1 . 'Tired of the Hassles? In-Person Bill Payments? Manual Systems? the Total Solution; " 
publication date believed to be 2004. 

2. "Making Bill Payments Easier; " publication date believed to be 2005. 

3. "Making Bill Payments Easier; " publication date believed to be 2005. 

4. "Do you accept credit cards?; " publication date believed to be 2005 . 

5. "See the Solution! Defining Success! Never Underestimate the Power of Personal Service; " 
publication date believed to be 2006. 

6. "Your Financial Services Company The Total Solution; " publication date believed to be 
2006. 

7. "The Total Solution Your Financial Services Company; " publication date believed to be 
2006. 

8. "Making Bill Payments Easier; " publication date believed to be 2002. 

9. "Fidelity Express Bill Pay Taking Bill Payments to New Heights; " publication date believed 
to be 2001. 

1 0. "The Fidelity Express Financial Services System; " publication date believed to be 2005. 

1 1 . "The Financial Services Terminal; " publication date believed to be 2002. 

Requirement No. 1 1 : The citation for, the dates initially published, and copies of any journal 
articles describing any goods or services in which the claimed subject matter has been embodied. 

Response : Applicant is unaware of any journal articles describing goods or services in which the 
claimed subject matter has been embodied - to the extent "journal article" is understood to mean 
a peer-reviewed publication such as an IEEE Journal, IEEE Transactions, or the like. To the 
extent other documents are responsive, please see the response to Requirement No. 10. 
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Requirement No. 12 : The specific improvements of the claimed subject matter over the 
disclosed prior art, and indicate the specific elements in the claimed subject matter that provide 
those improvements. 

Response : Improvements of the claimed subject matter over the prior art include, but are not 
limited to, the ability to maintain electronic archival records of the transaction document for 
subsequent verification and validation, and the ability to provide multiple services and features 
from a common point of sale terminal. 

The specific elements of the claimed subject matter to provide those improvements are, in 
combination: identifying a biller for whom payment of a payment transaction is to be received; 
obtaining transaction information concerning the payment; receiving payment for the bill; 
assigning a transaction identification to the transaction; scanning at least one transaction 
document and generating at least one electronic image therefrom; storing each electronic image 
in an image memory with an image identifier and linking the image identifier to a transaction 
identifier; transmitting the transaction information to a payment server; receiving the payment 
server instructions regarding the transaction; and transmitting to an image server a copy of each 
electronic image and the image identifier and linked transaction identifier. 

Further specific elements that further contribute to the improvements include, in combination 
with the above elements, storing the transmitted transaction information in a transaction 
database; storing the transmitted electronic image and identifiers in an image database; 
forwarding selected transaction information to the biller and forwarding at least a portion of the 
received payment to the biller. 

Further specific elements that further contribute to the improvements include, in combination, 
detecting magnetically stored information located on the at least one transaction document and 
converting the magnetically stored information into electronic transaction information. 

Further specific elements that further contribute to the improvements include generating 
transaction information from said electronic image through optical character recognition. 
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Yet further specific elements may include wherein the transaction information is generated by 
comparing the electronic image to a pre-stored template containing an expected electronic image. 

Further specific elements that further contribute to the improvements include receiving from the 
payment server additional system update instructions. Yet further specific elements may include 
wherein said system update instructions comprise a list of billers for whom in-person bill 
payment is authorized. 

Additional Response: Applicant has made a diligent effort to be fully responsive to the 
requirements for information, to the extent same were understood by Applicant, subject to 
Applicant's above-stated traversal and objections. While investigating the responses to the 
requirements for information, Applicant has identified the following documents, copies of which 
are attached as Exhibit E. Applicant does not believe these documents are material to 
patentability of Applicant's claimed subject matter, and Applicant takes no position with regard 
to whether these documents are responsive to one or more of the above requirements. The 
documents are being provided in an abundance of caution, to the extent the documents might be 
considered relevant or helpful to Examiner. 

1 . "VeriFone Applauds 2002 Innovation Award Winners; " June 1 0, 2002. 

2. 'Arkansas ' biggest water supplier contracts with Fidelity Express for bill payment service; " 
September 19, 2002. 

3. "GlobeTel Communications Launches Travelex Money Remittance Service; " April 1 7, 2006. 

4. 'Western Union Highlights; " date unknown. 

5. 'Welcome!; " date unknown. 

6. "American Payment Systems, Inc. is the leading provider of walk-in payment services to 
utility billers through a national network of authorized agents; " December , 00. 

7. "IPP of America, Inc. ; " date unknown. 



FEX001 



Page 8 of 9 



Applicant believes this Response is fully responsive to the Requirement for Information 
and further believes that all pending claims are in condition for allowance. Applicant 
respectfully requests a prompt indication of the allowance of claims 7-13 and passage of the 
present application to issuance. 

Examiner is invited to contact Applicant's undersigned attorney to address any questions 
regarding this response or the present application. No fee is believed due in connection with this 
filing. However, should one be deemed due, the Commissioner is hereby authorized to charge 
Deposit Account No. 50-1065. 



Slater & Matsil, L.L.P. 
17950 Preston Rd., Suite 1000 
Dallas, Texas 75252-5793 
Tel. 972-732-1001 
Fax: 972-732-9218 




Respectfully submitted, 



March 2, 2007 
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Research Development & Manufacturing Corporation 



iage and MICR Capture 
CH Check Truncation 




With RDM's new ECSOOOi, retail merchants can 
capture all of the information they need to receive 
a check payment and then give the check back to 
the customer. The merchant never has to handle 
the check again. 

By truncating checks with image at the point of 
sale, merchants save the costs of handling, 
storing and depositing checks and have the 
security of knowing that they have a complete 
record of the transaction at their fingertips. 

By truncating checks at the point of sale, banks 
also save the cosis of handling and storing or 
sending checks to customers. 

By imaging checks at the point of sale, merchants can give checks back to customers, eliminating 
a potential point of resistance from customers who want checks back. Back room or third party 
imaging prohibits or makes giving checks back to customers very difficult and expensive. 

Combined MICR and Image capture at the point of sale provides the most compelling business 
case for ACH check truncation. 

RDM's ECSOOOi magnetically captures MICR data using RDM's technology derived from over ten 
years of development. RDM's MICR technology is an industry standard for MICR test equipment 
(referenced in ANSI X9.27). With the MICR line accurately captured, reliable check verification is 
assured. Conversion to an ACH transaction can be initiated with confidence. 

RDM's ECSOOOi performs complete image processing so that a binarized, compressed image can 
be stored locally or transmitted to another location for storage. 

RDM's ECSOOOi incorporates RDM's proven technology in a new design that can be easily cost 
justified in the POS market. 



Copyright RDM Corporation 1998 

Phone: (Toll Free) 1-800-567-6227 • 519-746-8483 • Faxy519-746-3317 



www.rdmcorp.com 



Specifications: 



Product Size* 


ividA. jz ^q. in lootpnnt (j.e.o long x 4 wide) ana max j.j nigh 


Document Feed: 


Sensor detects presence of document and initiates processing. 


nnriimpnt Si7P & 

Weiaht* 


Minimum* A 1 V v 0 *7 ^ M ( 1 /Q Q <"v 1 1 "\ 

lvunimum. h-.zj xz./j (l/o 01 o.j xil ) 
INUirUUai. U A Z. / J ^rcrsonai i^nequej 
Maximum* R S" x 1 67" fA/fnY Rncinpec fh^rin^ 

Weight Range: 24 lb. to Treasury Check Wt. 


Power On/Ready 
Indicator: 


Single Orppn F FO f#1 ^ ^tpariv on u/hf*n iHlp cinri rpaHv frvr a 

document, flashing when processing a document 


Track Speed: 


6 inches per second 


Track Geometry: 


"IT shaped for easy access and minimum footprint 




ivij\_,k capture — less tnan z seconas 

Image Capture & Transmission - Complete before next customer 


Connectors: 


3 connectors, A, B & C 
A - mini DIN 8 pin defaults image connection 
£> - nuni uuri o pin ueiauiis v enione connection 
C - mini DIN 8 pin defaults to printer connection 


MICR 


Asynchronous Serial RS232 defaults to port B. 
uaia rates rrom juu ops to Jo^uu ops 
Format- TOAD 

Protocol' f^omnatihlp with WHrh Allvn pt al 


Image 


Asynchronous Serial RS2^7 

Data Rates from 300 bps to 38,400 bps 

Protocol: ZMODEM 


Font: 


E13B MICR Character Set 


MICR Reject Rate: 


Max. 1% on live, ANSI qualified, work 


MICR Misread Rate: 


Max. 0.1% on live, ANSI qualified, work 


Resolution: 


200 dpi nominal with min. 8 bit gray scale 


Imaae Qualitv 


^lii'Pfir'ipnt for Of 1 !? A nfVpr internal nmppecino 

(OCR not included) 


Compression: 


CCnT Group 4 compression of bilevel image. 


Format* 

i Ul 1 1 lull 


LlSrV O Oil KjkcLy l^CVCl ^pdUUCUJ 

TIFF 1 bit bilevel 

MTC*R TJne in Dp^rrinrion Tact 


Image Size: 


Grey Level Uncompressed: 40,000 Bytes/sq. in. 

Bilevel Uncompressed: 5,000 Bytes/sq. in. 

Bilevel G4 Compressed: Size varies according to document 


Communications I/O: 


2 internal Serial RS232, with one multiplexed for 3 external connectors 
(see Communications) 


Remote PC DLL: 


Windows 95/NT DLL implements the command set to provide a 
uniform interface. 



Copyright RDM Corporation 1997 
519-746-8483 5 19-746-33 L7 fax 
www . rdmcorp. com 
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CheckPak 

i 

VeriFone's CheckPak combines the powerful OMNIPak solution, consisting of a VeriFone OMNI® 396 terminal, 
fast thermal PrintPak® printer and SoftPay® payment software, with the reliable and accurate CR 600 check 
reader. Bundled in a convenient and space-saving base, this complete solution is the only unit you need for 
credit and check transactions! 



Powerful Performance 

■ Provides a complete, bundled solution 
for fast credit and check transactions. 

■ Includes easy-to-use, multi-colored 
ATM-like keys. 

■ Produces clear, legible and 
long-lasting receipts. 

■ Accurately reads checks on the first pass 
virtually every time. 

A Unique Design 

■ Functional base includes a pull out 
drawer for frequently dialed numbers 
and a handy penholder. 

■ Integrated product design saves 
counterspace and hides messy cables. 

■ Components are easily disassembled 
for parts repair or replacement, 
minimizing downtime. 

Saves You Time and SVBoney 

■ Training for the CheckPak takes 
mere minutes. 

■ Reduces check fraud at the 
point-of-sale. 

■ Quick and easy operation 
will allow more time with 
the customer, improving your 
customer service. 




The CheckPak 
is modular, yet bundles 
your terminal, printer and 
check reader into one unit 




^VeriFone 

1-800-545-5557 



'/ \ 

, © 1998 VeriFone. Inc. All nghts reserved. All features and specifications are subject to change without notice. VeriFone, OMNI, PrintPak and SoftPay are registered trademarks of VeriFone, Inc. 2/98 Rev. A 
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Join The Counter 
Revolution 

OMNIPak I Sell 



OMNJPak combines a VeriFone 
terminal, thermal printer and software 
into one complete solution! Utilizing 
SoftPay? VeriFone's premier OMNI® 
software application, OMNIPak 
translates to the best value your 
money can buy! 



Ease Of Use 

S3 Multi-colored screen addressable 
keys provide user-friendly ATM- 
like menu. 

B Bright angled display allows 
for easy viewing. 

■ Fewer keys on the terminal 
reduce training time. 

Lower Cost Of Ownership 

■ Modular pieces allow for easy 
replacement or upgrades. 

■ Simple paper loading and no 
ribbon saves time and money. 

B Small footprint uses less 
counter space. 

Improved Customer Service 

B Cashier productivity is increased 
with less downtime, simplified 
reporting and clear, precise messages 
that are easy to understand. 

B Crisp, long lasting thermal 
print quality is always legible 
and never fades. 

B Quiet operation means no 
noise interruptions. 



OMNIPak I 

Unique, modular design 
allows the OMNIPak 

solution to be upgraded 
as your needs grow! 





VeriFone, 



OMNIPak II 

"The OMNI is simple. 
In all training cases, you want to 
keep it as simple as possible. " 
— A Leading Retail Cham 



1-800-545-5557 



OMNIPak I is featured above with the OMNI* 396, PRINTPak 1 " 300 and SoftPavr 
OMNIPak II is featured above with the OMNI* 396, PRINTPak'" 350 and SoftPay!" 
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"EmialbDoinig ^©8=3 Check CaffDvetrsDODu" 



With'RDM's new EC50O0i, retail merchants 
can capture all of the information they need 
to transform a customer's check into an 
electronic transaction. The EC50O0i 
provides rapid and accurate capture of the 
MICR information and check image such 
that the check payment can immediately be 
converted to an electronic transaction and 
returned to the consumer in the same time 
typically taken to accept a credit card 
transaction. The image facilitates dispute 
resolution while providing a clear audit trail 
to collect return items. 

By electronically converting checks with 
image at the point of sale, merchants save 
the costs of accepting, balancing, encoding 
and transporting these paper documents to 
a local bank. The image archive of these 
transactions is readily available to resolve 
customer disputes or provide name and 
address details vital for timely collection of 
return items. The resulting image archive 
provides a repository of customer buying 
behavior never before available to retailers 
for check transactions. 

This same capability can be applied by 
banks to truncate various checks and 
internal documents at the teller line - as the 
next logical step in the evolution from paper 
to electronic transactions. This capability 
provides clear audit trails while generating 
paybacks from reduced fraud losses, 
increased employee productivity and 
accelerated cash flow from electronic check 
presentment. 

Immediate return of the consumer's check 
reduces the fraud exposure that accom- 
panies the traditional check processing 
practices, which typically result in 12 
different people handling the check before 
the consumer ultimately receives it in a 
monthly bank statement. 



RDM's EC5000i magnetically 
and optically (OCR) captures 
MICR data using RDM's 
technology derived from over ten 
years of manufacturing financial 
document quality testing devices. 
The EC500Oi incorporates image 
technology from RDM's industry 
standard Image Qualifier. 



RDM's customers include Government 
agencies, the world's largest check printers 
and financial institutions, and many Fortune 
1000 companies. For more than 10 years, 
RDM has helped these organizations to 
drive down the costs of printing and 
processing checks and assure that their 
transactions are secure and accurate. 

With the check payment data securely and 
accurately captured, reliable check verification 
is assured and conversion to an electronic 
transaction can be initiated with confidence. 

The ECSOOOi also captures images of 
receipts from debit, credit, and ACH type of 
transactions. This is especially important to 
the merchant who would normally have a 
paper archive of these small receipts for 
signature verification in the event of a 
transaction dispute. Now merchants can 
have an electronic image of the receipt 
available to them with the customer's 
signature to quickly resolve disputes with no 
need to store the paper receipts. 

RDM's EC5000i performs' complete image 
processing so that an industry standard, 
binarized, compressed image can be stored 
locally or transmitted to another location for 
storage and retrieval. 

RDM's software developers tool kit and our 
network of partners can help you cost-justify 
and rapidly integrate the EC5000i into your 
environment. Please visit RDM's web site 
for additional information or how to contact 
a professional to help you start enjoying the 
benefits of ' this 
revolutionary 
POS device. 




Electronic and Paper Payment Solutions 




Research Development & Manufacturing Corporation 



I »lfl EC5000i Specifications 

Feature Description 



Benefits 



Capabilities: ^ •^Qaptures,check images at POS, branch 
.-^iS^MSl^nl^loGatiohs, or remote offices. 




• Truncates paper checks at POS. 

• Merchant handles check only once. 

• Archives an electronic check image for 
future reference and dispute resolution. 

• Enables ACH Check Conversion at the POS.. 



|;:€a'pt'ures!:PQS receipts for debit, credit 
«^ll^ik transactions. 



• Eliminates the need for expensive electronic 
signature capture devices. 

• Truncates paper receipts at POS. 

• Archives an electronic image for signature 
verification purposes. 



mw<^!m^$$^$? magnetically and optically, 
t |j|^ no MICR rejects or misreads. 



Fewer errors, less manual keying. 
More accurate transactions. 



j||S^e^pj)j*p^imately 350 images with non- 



^felatile^flashnriemory. 



Enables multiple image archive options 
for the merchant 



|j:fTra^ f smits 1 stored images via optional 
M3&6kt} internal modem. 
ggpFP file transfer or native command protocol. 
Simultaneous connection to 2 host systems. 



Enables multiple image transmission' options 
for the merchant. 



Dimensions 
Document Specifications: 

Track Geometry: 



6.75" long x 3.75" wide x 5.75" high 



Small footprint uses minimal counter-space. 



Minimum: 4.25" x 2.75" (Receipt). 
Nominal: 6" x 2.75" {Personal Check). 
Maximum: 8.5" x 3.67" (Business Check). 
Weight range: Thermal receipt up to Treasury Check. 



Enables multiple document sizes to be 
captured at the POS? ' ., '" : 



* " U " shaped. 



Superior paper handling. 
Minimal footprint. 



Transaction Timing: 


• MICR Capture: 1 second. 


• Document is captured in i second. . . 


• Image Capture, processing & transmission: 


• Early delivery of MICR data for fast verification ' ■ 




Typically 8 seconds, depending on document 


and processing. . 




. size and transmission method. 
• ; J. mage &j MICR capture, are performed in a 


• Fast cashier lanes. 




>\ ;\:sjngl£pass^ 





MICR Font: 



E13B 'MICR Character Set. 



Meets the requirements of those countries 
with E13B as the standard MICR codeline for 
checks. 



MICR Reject Rate 
SiSll^lVI i CRM is read Rate: 



Less than 1% on live ANSI qualified documents. 



• Low reject rate minimizes manual keying 
and operator error. 



Less than 0.01% on Jive. ANSI qualified documents. 




Low misread rate ensures accurate 
transactions. 



Industry standard images are compatible 
with popular database and processing 
applications. 

High quality images ensure legibility for 
human and machine reading. 



High .quality 200;,dpT;h 
Sufficient for ^ OCR after, in tern a I processing. 
■ . '{OCR. Vrigine not'Vncludecl) 



Communications POrtS-lffiS , A RJ45; serial. RS.232 ,(57 f 600bps) to host or 

^^^^^^^^^^^^^^^^^$t;^ "B": .mini DIN9 piWforPOsHerminal connection 
■* ; V ^-SIl^ Q .mini DIN8 pin for printer, pass-through connection 



• Flexible configuration options to integrate 
with existing or new POS system. 



Development T66ls:f^ 



/'^'"'^ \' } • ? i.' / ! ' : ■ V- :ndn-Windows 

istomized Application Support: ; 



' ActiveX SDK for Windows 95/NT applications. 

[ interface tools and support for 
terminals. :\ 



Rapid development of supporting POS applications 
Easy integration of scanner and applications 



M ICR/I ine';header^ can be 

custom lized to 'accommodate various 
applications.^^ 



• Transaction record data flexibility. 

• Intelligent transaction routing & storage 
functions. ,. ;J ;. ; 

• Intelligent transaction record feeds to data warehouse. 



1998 RDM Corporation - Specifications subject to change 
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EXHIBIT C 



The Financial Services Industry Source for Motivation, Inspiration and Actiona 




reen Sheet 



jNovember 27, 2000 



>C Acquires 

tlo 

National Data Corpor- 
ation (NDC) is acquir- 
ing Canadian Imperial 
Bank of Commerce's 
(CIBC) Merchant Card Services 
business. NDC is also forming a ten- 
year alliance for marketing merchant 
payment-related products and servic- 
es throughout Canada. 

The closing with CIBC is expect- 
ed to take place shortly after comple- 
tion of NDC's spin-off of its e-com- 
merce business segment, which will 
be named Global Payments, Inc. 
Under the terms of the agreement, 
CIBC will sell its Merchant Card 
Services business to NDC in 
exchange for a 26.25% equity stake 
in Global Payments, Inc. 

NDC's Global Payments, Inc., 
expects the marketing alliance with 
CIBC, one of Canada's largest 
VISA and online debit acquirers, to 
significantly broaden its presence in 
North America. 'This alliance with 
CIBC complements our strategic 



objectives in the direct acquiring 
marketplace and expands our 
global distribution channels," said 
Paul R. Garcia, CEO of NDC e- 
commerce. "CIBC is a major 
North American financial institu- 
tion with proven success in mar- 
keting to and serving an impres- 
sive base of merchants," he said. 

CIBC Merchant Card Services 
processes more than 800 million 
transactions annually for more 
than 140,000 merchant locations 
throughout Canada. For the fiscal 
year ended October 31, 1999, CIBC 
Merchant Card Services reported 
net revenue of $86.6 million and net 
income of $13.0 million. 

"The alliance provides CIBC 
an excellent means to expand its 
merchant services activities, as 
well as combine capabilities with 
an established market leader in 
NDC," said David Marshall, CIBC 
vice-chairman of electronic com- 
merce, operations, and technology. 
"The arrangement is consistent 
with CIBC's broader initiatives in 
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electronic commerce and expansion 
into the U.S. marketplace." 

CIBC services eight million cus- 
tomers through its comprehensive 
electronic banking network, 
branches, arid offices. For more 
information visit www.cibc.com. 
NDC provides electronic com- 
merce solutions and health infor- 
mation services. For more informa- 
tion visit www.ndcecommerce.com. 

Annual Survey 

Earlier this year we 
mailed our annual 
Green Sheet readership 
survey to all Green 
Sheet subscribers. We want to 
thank those who took the time to 
complete the survey and share their 
thoughts and opinions with us. We 
use this data to plan future articles 
and make certain that we continue 
to provide our readers with the 
information they need. Again, 
thank you for helping us keep our 
finger on the pulse of the industry. 
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finding quality sales reps, or the 
growth of debit. 

When we asked our readers 
about problems within our industry, 
the old standby "finding quality 
sales reps" again received the most 
votes. Fifty-two percent report hav- 
ing difficulty finding quality sales 
reps, 34% are having problems with 
the cost of Visa/MasterCard regula- 
tion, and 17% find tax compliance 
for employees challenging. 

Services Offered by 
Our Readers 

We asked Green Sheet readers to 
list all the services they provide and 
this is the first year that "bankcard 
services" did not receive the highest 
response. This year, 89% provide 
POS software and 86% provide 
bankcard services. Here's how the 
others line up: 

Check Guarantee 

and Verification 73% 

E-commerce Services 65% 

Debit Services 64% 

POS Hardware _64% 

ATM Sales and Service 49% 

Checks by Phone and Net _32% 

Check Drafting 27% 

Long Distance 8% 

Bankcard Insurance 5% 

We want to know who these 
bankcard insurance providers are — 
please e-mail us at 
greenshttx@aol.com or call (800) 
689-6799. Our readers have asked 
us for insurance providers and since 
LML is no longer providing such 
services, we would like to know to 
whom we may refer them. 



Tradeshows 

We were disappointed to find 
that only 21% of our respondents 
have attended a Green Sheet semi- 
nar. They are free! While you may 
have missed out on a networking 
opportunity for 2000, the seminars 
may return in 2002. And, though 
we do want you to come to our 
events (because we like to keep in 
touch with our readers) we want 
our readers to take advantage of all 
the educational and networking 
opportunities available. In that 
vein, 74% of our readers did not 
attend either of the Electronic 
Transactions Association (ETA) 
meetings last year. 

As in years past, we appreciate 
you, our readers, taking the time to 
complete the questionnaire and 
voice your opinions. Again, thank 
you for helping us provide you with 
data that best meets your needs and 
helps keep you, and The Green 
Sheet, Inc., on top of the game. 

Credit Card 
Attitudes 

If you remember the 1950s, 
you may recall the credit 
card as a luxury item that 
the upper class used to 
complete retail and restaurant pay- 
ments. Today, all classes of society 
have credit cards, usually 3 or 
more. Of course, with time comes 
change, and with change comes 
controversy — and credit cards are 
no exception. There is an on-going 
and healthy public debate as to 
whether 1) credit cards help or 
harm the consumer 2) consumers 



fully understand the risks, and 3) 
credit cards encourage overspend- 
ing, especially among those in lower 
income brackets. 

The September issue of the 
Federal Reserve Bulletin contains an 
article, "Credit Cards: Use and 
Consumer Attitudes, 1970-2000", 
authored by Thomas A. Durkin. 
Durkin, with research provided by 
Nicole Price, presents data from The 
Survey of Consumer Finances and 
The Credit Research Center, which 
sheds light on the credit card and its 
role in our society for the past 30 
years. 

The Numbers 

According to Durkin' s article, 
"total (non-mortgage) consumer 
credit outstanding increased from 
$119 billion at year-end 1968 to 
$1,456 billion in June 2000 (in cur- 
rent dollars, not seasonally adjust- 
ed), while the revolving component 
grew from $2 billion to about $626 
billion over the same period." 

Probably the most obvious role 
of the credit card is as a replacement 
for installment-purchase plans at 
high-ticket retailers, such as furni- 
ture stores. Therefore, it is important 
to note that some of this debt is not 
"new" debt but installment debt that 
is now on a credit card. Also, some 
of this outstanding debt is "conven- 
ience credit" meaning that it will be 
paid in full at the end of the state- 
ment period. 

Who has cards? 

According to Durkin, "In 1998 
almost three-fourths of American 
families [which is a different number 
than the number of adult Americans] 
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Datamark Technologies, a leading provider of electronic gift and 
loyalty programs, is introducing its E-Gift™ program to, the ISO 
market. The gift card market is exploding but until now only targe 
retail stores arid restaurants have had access to these programs. 



Datamark has created an affordable program for the small 
-midsize market. The gift card application can reside on a 
dedicated terminal 6r be used with the NURlf 2085 arid 
the complete line of NURIT POS tefminais! 




NURIT 2085 



Our comprehensive program includes: 
Card Acquisition - Transact^^ Processing - IVR (check 
balance) - Reporting - Billing - Technical Support 



Datamark's gift card and loyalty clients include, such prominent 
names as Ruth's Chris Steak House, J.^Crew, Brooks Brothers, 
'Electronics Boutique, ana Modejl's Sporting Goods. 



For more information about our programs and how you can 

become a reseller contact us at 

T^g©&-392-9825 ext. 130. 





Datamark Technologies, Inc. 
www. d ata m a r kte ch . co m 
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VeriFone 



Gores Technology Group 
(GTG), a privately held 
international acquisition 
and management compa- 
ny, is buying VeriFone from Hewlett- 
Packard Company. The deal is for 
cash, but the purchase price is under 
wraps. 

Gores (pronounced Gore-ez) may 
be a new name to GS readers, but it's 
one you should commit to memory. 
Gores specializes in acquiring high- 
tech organizations and managing 
them for growth and profitability. 
They have acquired 35 high-tech 
companies that have annual aggregate 
revenues of more than $2 billion. In 
an interview with the Green Sheet, 
Stuart Taylor, director of product mar- 
keting at VeriFone, told us that Gores 
is "in this for the long-term" and 
"expects to return a considerable prof- 
it." This commitment could make 
VeriFone a tougher competitor within 
the payments industry. 

We asked Taylor what effect the 
purchase will have on VeriFone's rela- 
tionships with ISOs. "In the short 
term, nothing. Generally the feeling is 




unbelievably 
positive" In 
fact, prior to the 
announcement, 
there were some rumors circulating 
that First Data was buying VeriFone. 
If they, or a competitor, had purchased 
VeriFone, it would have necessitated 
merging and cutting jobs. In this case, 
the management team stays in place 
and Gores brings new skills to them. 

VeriFone will function as a free- 



fl^ VeriFone 



"It is very positive to the 
industry as a whole, as well 
as to all our partners. " 

-Stuart Taylor 
Director of Product Marketing, VeriFone 



standing business and exist in its cur- 
rent form. According to Taylor, "The 
objective is to grow the business. 
Gores has an entrepreneurial spirit. If 
you couple their entrepreneurial style 
with the fact that they have identified 
the market as one with growth, it is a 
positive for the industry." 
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In fact, Gores performed due dili- 
gence on VeriFone, and the payment 
industry as a whole, and decided there 
is opportunity for growth, which is 
good news for the entire industry. 
Taylor continued, "VeriFone gets to 
refocus on our core business and core 
strengths. It is very positive to the 
industry as a whole, as well as to all 
our partners." 

The mood at Gores is equally pos- 
itive. Alec Gores, founder and chair of 
Gores Technology Group, said, "We 
look at this acquisition as a long-term 
strategic investment. The company 
has tremendous potential." Doug 
Bergeron, Group President at Gores 
Technology Group, added, "We are 
confidant that, working with VeriFone 
management, we can capitalize on its 
strengths and maximize its potential 
for growth. VeriFone has solid chan- 
nel, partner and certification relation- 
ships and is already well established 
in key vertical segments such as 
financial retail, petroleum/conven- 
ience store, multi-lane retail and gov- 
ernment-education-medical." 

Of course, the purchase begs the 
question, "What wasn't working at 
HP?" John Brennan, HP vice presi- 
dent, Strategy and Corporate 
Development, said, "This move will 
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From Thales, leading global supplier of EFT terminals, 

comes the broadest range of POS terminals available: Talento and Artema. 

Whether your business needs e-€ommerce or Smart Card EFT Solutions, 




© 2001 Thales e -Tr e n g a c t i o n 8 , Inc. [Formerly Dassault AT) 
All rights reserved. All features and specifications are subject to change without prior notice. 



I Find 
Individuals 
Utterly 
Fascinating 

In the earlier '70s I worked in 
the aerospace industry at the Jet 
Propulsion Laboratory. While 
my education has been in 
accounting and computer science, I 
never felt either field to have the cre- 
ative elements that I was seeking. 
Given my job at the time, I reported to 
the Executive Director of Human 
Resources at Cal Tech. At the time, all 
the legal and accounting types did so 
because, after all, this was govern- 
ment contracting, and it was all about 
managing people. 

My boss, Steve Reeves, was an 
interesting man who taught me a lot. 
(Unfortunately, mostlva ^o^v^ia tno^ 
to think or 



pie.) I will never forget the day he 
explained to me why he was a human 
resources director. "Look at these 
guys," he said. "They're working for a 
promise: for dreams of their youth, 
aspirations and self-fulfillment. If you 
find some way to tap into that, you 
can get people to work like pit ponies, 
and for pennies." He concluded, "I 
really don't much like people, but I 
find individuals utterly fascinating." 

Well, as amazing a statement that 
was, it did point to an element of truth 
about working with people. We really 
don't take on the weight of the world 
on a sales call, because it is all about 
one individual (you) talking with 
another individual (your new acquain- 
tance and possible customer). Like 
Steve, I do find individuals utterly 
fascinating, and I never tire of engag- 
ing them in conversation about what 
makes them tick. 

For my money, and yours, the cre- 



that realize what we are and what we 
are good at, we thank our lucky stars 
that we can get paid, and often paid 
well, for such work as getting to know 
individuals, and having a chance to 
talk to them about what it is that 
excites us, one individual at a time. 
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Are You a Con? 



Angie Morton 

-ou're physically ready for 
this appointment. You are 
showered and dressed and 
j-eady to go. You drive to 
sometimes a good 
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For more information caB8 1-800-827-8297 
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PSiGate, Continued from page 14 



an Internet mall-hosting and manag- 
ing Internet storefronts for merchants. 
Sculpting a solid foundation with 
attributes he considered imperative — 
being bank agnostic, a robust telco, 
world class, mission critical, fraud 
detection- and protection-feature rich, 
this e-commerce architect ran into 
problems trying to bolt on credit card 
functionality for Canadian merchants 
while trying to meet crucial criteria 
for success. Nothing existed in 
Canada — now it does. 

James became a student of the 
industry, figured out how to do it and 
licensed Clear Commerce. He wrote 



the code for Canadian banks and con- 
figured solutions that heretofore had- 
n't existed. He structured a payment 
services interactive gateway and 
named it, appropriately, "PS/Gate." 

"PSiGate is truly a labor of love, a 
vision of what was important. We've 
managed to execute it, in a relatively 
short period of time," explains CEO 
James Mundle. "We stayed true to our 
original core value model: great archi- 
tecture from the beginning. We sup- 
port merchants that are unable or 
unwilling to get their own merchant 
accounts. We support every U.S. bank 
from a pure gateway perspective. We 



are a single stop." 

That labor of love was tested in 
October of 2000 when PSiGate went 
public. Mundle felt it was important 
that PS /Gate's stature be beyond 
reproach. With PSiGate handling lots 
and lots of money, Mundle recognized 
the importance of a position with a 
high level of confidence and due dili- 
gence. The IPO was a testament to 
what PSiGate has achieved. And don't 
forget the access to the capital market! 

The obvious next step for PSiGate: 
to enter the U.S. market. Many 
Canadian merchants look to the 



Process the Payment... 
Good Boy! 



p 



etco, one of the nation's leading pet supply 
retailers, recently outfitted its 531 stores with 
2400 Hypercom ICE 6000 card payment ter- 
minals and electronic receipt capture service. 



The rollout represents the nation's largest installation of 
advanced consumer interactive card payment terminals in the 
retail pet supply industry. 

The ICE 6000 comes equipped with a variety of communi- 
cations options, including ethernet TCP/IP, and can interface 
with virtually any POS register system. It also incorporates a 
firewall-protected multi-application operating system, EMV 
chip card capability, secure PIN pad, and built-in 
HTML/HTTP Web browser. The device features a 5.7" color 
touch screen with graphics display and pen input screen. The 
device also has e-mail, on-screen advertising and interactive 
electronic coupons capabilities. 



Additional features include: 

• A turnkey solution — Hypercom delivers termim 
ECR integration, store controllers, receipt capture ane 
switching software.^ 

• End to end project management — Hypercom ensures 
projects are being managed to meet the defined proj- 
ect scope and are implemented in expected time 
frames. 

• Security— ICE 6000 terminals handle ATM debit 
encryption by allowing Petco customers to enter their 
PIN numbers and complete transactions in-lane. 

• ECR — Receipts from credit card transactions are cap- 
tured at the Petco store level and stored on a central 
server. They are immediately available online in the 
event of a charge-back. 

Petco is a specialty retailer of premium pet food, sup- 
plies and services. Petco operates 530 stores in 41 states 
and the District of Columbia. For more information visit 
www.petco.com. 

Hypercom Corporation is a global provider of elec- 
tronic payment solutions that add value at the point-of- 
sale for consumers, merchants and acquirers. 
Hypercom's products include card payment terminals 
and Web appliances, networking equipment, and soft- 
ware applications for e-commerce, m-commerce, smart 
cards, and traditional payment applications. For more 
information visit www.hypercom.com. 





ANNOUNCES THE RELEASE OF THE INDUSTRY'S FIRST 
"FULLY- WEIGHTED" AGENT PROGRAM 
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MSI has decided to take the market to a level like no other company has ever done 
before! There are no qualifications for this program. No hidden costs. Everyone is eligible! 
ALL rates will stay in effect regardless of agent status, merchant volume, sales volume, 
deal production;^ rates do not Have a ti me value associated with them (except 

interchange mcfeasesf^-Ei ^:!^f© Sl'ill! 

- MSI * ~ 



• LIFETIME VESTED RESIDUALS 

• .0295 LEASING GUARANTEED 

approval 

• NO APPLICATION FJEEi fi 

• LIBERAL UNDERWRITING 

• GUARANTEED RESIDUAL 
PORTFOLIO BUY-OUTS 

• ONE APPLICATION FOR ALL 

services 

• VISIT OUR MSI E-STORE 



• NAT'L, INTEGRATED DEBIT. CARD & 
EBT PR^ESSING;^ ' 

• SfAfS-^Ofi-f HE-ART INTERNET AND 
E-GOMMERClilllk ,-, W y. •. # 

• DAILY DETAILED STATUS REPORTS 
AVAILABLE 24/7 

• 24/7 LIVE CUSTOMER SERVICE 

• GIFT/LOYALTY CARDS : 

• FREE MERCH ANT WELCOME KITS 

• MSI VIRTUAL TERMINAL (SECURE GATEWAY) 





Merchant Benefits: 

State of the Art equipment 
Free Supplies 

Check Conversion Guarantee 

w/48 HRACH Deposit 
NO Processing Limits 
24/7 Customer Service 

& Support 
Leasing Rebates 



ISO Benefits: 

All in One Payment System 
Monthly Residuals 
1 Hour Approval on Applications 
Superior Sales Support 
In-House Deployment 
In-House Leasing 
Wireless Check Conversion 



* Valuepak is an OEM Product 
Created exclusively by 
Lipman USA, Inc. 



800-910-2265 

Wour ONE STOP SHOP for all your merchant processing needs 
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ago and laid the first bricks for 
deploying a secure Internet payment 
gateway throughout Canada. PS /Gate 
licensed Clear Commerce's hosting 
engine, built a reliable enterprise and 
subsequently entered the merchant 
acquiring business. 



With only five financial institu- 
^SlSllifPI^S —9& § Canada (as opposed. to thou- 
yl^^Mlli^S ' : sa T$s in ^ U.S.) and stringent crite- 
ria^higher discpunt fates, trade refer- 
M eriqes, typically from 5 to 10% antic- 
iga^ not 
■ ?5i '. tc|^e^ of ; iV duality * in 
bankcard accounts-— the inability of 
Canadian, merchants to do business 
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is PS/Gate. 



:W- J: v" i'i^V-; , $iUl^ the/big 
" -fiveC^ 

, • v : f ^v^^^a ing accounts.;io:"riskv r ^ 

. Nova ScqUa for Visa, Bank of Montreal for MasterCard and 

uild it and -they will come.jSup^ 
is in knowing what to build;:On^ 

gapped into that secret 'aricDerectecl or 
ture that beckons ISOs 'to 'en&- flM -\J'5ex^ j:;.^, -7 "•. •• 
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-v , \, ' V" , ^ personally guided tour of P5zGate: Take :a look at the main- 

With solutions deployed on Sun.Solans, Oracle and :Sun .fram^^ that make up its 

Enterprise servers in a fully Ifediiridant,: mission critical, inviting ihfrastruc ture: X ^/ = ■ 

clustered configuration,, PSjtG^^ : ->'3 :: ' : : : S.r =. : ' : - ■ 

processing services, Ofen^ largest 
credit card processing, PSiGate''lamivork' additionally^" obstacle that a mercknt Mceslfg acquir- 
incorporates management services, such as automated tax in g:9F?dit card merch^t4^ 
and shipping calculations, fr aud . 's^eemng and financial structure is heavily ranfoyced ; wi A 
account reporting, guiding merchan^^dugh its architec^v^^J^^s Oiat. 1^ 

ture from the beginning, providing reai-time product and a single source' for r^chant acbburits. ; - :: ^ 



technical support. 

Promising maximum performance while taking into 
account power, security, disaster tolerance and bandwidth 
requirements, PS/Gate broke ground in Canada 'two years, 



■ Web, APIs— Merchant^ sites" 
grated.by creating an application or modifying 
application, to incorporate the appropriate ;P^ 
v ThisJs, accomplished by populating data structures with 
transactiohal data such as customer nariie^s, credit card 



WWI, WWII, www. 



Do you have what it takes to win the war! 



? 




There's a battle 
going on that 
threatens the lives 
of many retail 
businesses. "Bricks and Mortar" 
retailers are losing ground to the 
"Clicks and Bricks." Webimpacted 
spending is expected to reach $831 
billion by 2005. Businesses that 
doubt the Internet's importance will 
get left behind. 



Arm yourself with the 
services and programs 
needed to compete in 
today's battlefield. 
Check guarantee, Internet checks, 
checks for phone and fax orders 
and check conversion can bridge 
the gap between website and on- 
site. Private label opportunities are 
available. Crosscheck, Inc. 
- We could be your secret wellpoa 



Call us today and take the future by 




APPLICATION 
SERVICE 
PROVIDER 

ePicNetz 

(877) 448-3742 

ATM/SCRIP is'os;: 

LOOKING FOR 
AGENTS 

American Credit Card Processing Corp. 

(800)310-3812 
Amicus FSB/XtraCash ATM, Inc. 

(888) 712-1600 
ATM Merchant Systems 

(888) 878-8166 
ATM SYSTEMS, CORP. 

(800)417-3201 
CA$HWAVE / E*TRADE ATM 

(888) 227-4350 
Cash Resources, Inc. 

(800) 214-1840 
Data Capture Systems, Inc. 

(800) 888-1431 " " 
Electronic Cash Systems, Inc. 

(888) 327-2864 
E-Z Cash ATM 

(888) 823-9286 ... 
Financial Technologies, Inc. 

First Bankcard Systems, Inc. 

(800) 973-7330 
NMS ATM Equipment 

(702)384-1213 
SamsarATMCo. 

(800) 81.1-3342 
Universal ATM Network 

(800) 274-5965 

BANKCARD 
LEGAL SERVICES 

Bank Card Law 

(310)278-2708 

BANKS LOOKING 
FOR LSOS/MSPS 

ANBA NOVA Corporation 

(888) 334-4262 
Bridgeview Bank & Trust Co. 

(630)321-0117 
Chase Merchant Services ; 

(800) 622-2626 x86016" ; 
.Cross Country Bank 

(302)326-4200x29112 
First American Payment Sys. 

(888) '603-0978 
First Bank of Beverly Hills 

(800)515-1616x5428 
First Horizon Merchant Services 



(303) 268-2400 
First Western Bank 

(800) 966-4392x1500 
Humboldt Bank Merchant/Leasing 

(916) 526-1971 
Imperial Bank 
, (800) 790-2670 
National Processing Co. 

(800)672-1964x7655 
Pueblo Bank & Trust 

(719) 585-2392 
Redwood Merchant Services 

A Division or National Bonk of ihe Redwoods 

(800) 939-9942 
Retriever Payment Systems 

(800) 376-3399 
Universal Savings Bank, EA. 

(813) 920-4441 

CHECK 
DRAFTING 

SERWG'Mfffl 



Checks by Phone/By Web 

(561) 998-9020' 

■ ■ • CHECK 
GUARANTEE/ 
VERIFICATION 

Crosscheck, Inc. 

(800)654-2365 
EZCheck 

(800)549,1220 

Global Payments Formerly NDC eConimerce 

(800)638-4600x888. 
Secur-Chex 
(888)603-0978 

CONSULTING AND 
ADVISORY 
SERVICES 

ATM Group 
. (877)286-4768 
First Annapolis Consulting, Inc. 
(410) 855-8500 

EFT-ACH 
SETTLEMENT 
SERVICES 

1st American Payment Proc. 

(800)785-2262 . 
CashLane , 

(80Q).325-2862 
Network 1 Financial, Inc. 

(800) 261-0240 
Orion Financial Services 

(732) 409-6774 x21 ] 



EQUIPMENT 

Alliance Data Systems 

(800) 205-0756 
Assoc Terminal Mgmt (ATM) Grp 

(877) 286-4768 
Automated Transaction Tech. 

(888)454-1210 : ' ,v ' 
BancNet 

(713) 629-0906 
General Credit Forms, Inc. 

(800) 325-1158 

Global Payments Foniieriy NDC eConimerce 

(800) 229-3698 
Hypercom 

(800) Hypercom 
IVI Checkmate 
(770) 594-6000 
Lipman USA, Inc. 

(516) 484-9898 
.MLT &Assoc, Inc. Plastic Refurb 
V:l775)358-2922 

f^^oj^l^^^mg Company 
V (800)67|l964;x.4383 
RLC Equiprnen Sales 

TASQ^cnrwl 

(800)827-8297 
Teertronics, Inc. 

(800) 856-2030 
Thales e-Transactions, Inc. 

(888) 710-0100 
The Horizon Group, Inc. 

(888)265-2220 
The Supply Department 
' (740)522-2150 
Universal ATM Network 

(800)274-5965. 
VeriFone Finance, Inc. 

(800) 694-0269 
Vital Merchant Services 

(800) 348-1700 

ISP/E-COMMERCE 
PROVIDERS 

Multiplex Media Corp. 

(800) 383-3953 x4321 
rasq.com 
(800) 827-8297 

ISOS/BANKS 
PURCHASING 

MERCHANT 
PORTFOLIOS 

Concord EFS, Inc. 

(800) 778-4804 x 66382 
Cross Country Bank 
(302) 326-4200 x291I2 



National Processing Company 

(800)672-1964x7655 
TransFirst Holding, Inc. 

(972) 249-0037 

ISOS/BANKS 
FUR-CHASING ATM 
PORTFOLIOS 

Midwest Bancard Corporation 

(888) 272-4325 
Southwest Financial Services, Inc. 
(800) 841-0090 

ISO 

RELATIONSHIPS 
AVAILABLE 

BankCard Central, Inc. 

(800)331-8882 
The Brennes- Jones Group, Inc. 

(972) 720-1198 
Certified Merchant Services 

(877) 309-1099 
Express Merchant Proc. Solutions 

(877) 804-8621 
First American Payment Systems 

(888)603-0978 
Global eTelecom, Inc. 

(850) 650-8506 

Global Payments Foniieriy NDC eConimerce 

(800) 801-9552 

In-Person Payments Electronic Bill Pay 

(888)807-5807x108 
Merchant First 

(800)443-3248. 
Network 1 Financial, Inc. 
- (800) 261-0240 
PARTNER-AMERICA.COM 
■ (800)366-1388 
Payment Resources International 

(888) 835-1777 
P.O.S. Card Systems, Inc. 
;■ ^00)4(^45.80 
Processing Source International 

(800) 977-4770 
Retriever Bankcard 

(888) 651-0800 
TermNet Merchant Services 

(800) 344-8472 x 108 
Total Merchant Services 

(888) 84-TOTALxl4 
World Gift Card 
: (888) 404-7446 

ISOS LOOKING 
FOR AGENTS 

1st Merchants Bancard (FMBS) 

(800) 477-0173 
Advanced Payment Services 
(800)414-4286 
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Acquire NOVA 



The list of payment proces- 
sors just got shorter. U.S. 
Bancorp is building up its 
payment processing mus- 
cle and acquiring NOVA Corporation 
for $2.1 billion in stock and cash. The 
combined company will become the 
nation's third largest payment proces- 
sor, processing more than $100 billion 
in payments this year alone. 

U.S. Bancorp 
provides payment 
servicing to 2,900 
financial institu- 
tions and agent 
banks. Their 
90,000 client base 
is made up of 

larger merchants and airline compa- 
nies. NOVA provides similar services 
to 1,800 banks, 30 trade associations 
and 150 member service providers. 
Their client base includes 560,000 
small- to medium-sized businesses in 
the U.S. and Europe. According to 
industry analysts, the bank is paying 
approximately 22 times NOVAs 2001 
earnings per share. Considering 
NOVAs recently depressed stock 




price, some term the deal "a bargain." 

The combined company will offer 
credit and debit processing, as well as 
electronic check processing and Web- 
enabled tools. NOVA will retain the 
NOVA Information Systems name 
and will become a wholly owned sub- 
sidiary of U.S. Bancorp, led by 
Edward Grzedzinski, who currently 
serves as chairman, president and 
CEO of NOVA. Grzedzinski will join 
U.S. Bancorp as a vice chairman and 
will report to Jerry Grundhofer, presi- 
dent and CEO of U.S. Bancorp. 

Grundhofer said, "This 
combination creates the 
economies of scale that are 
critical to 
being a 
long-term 
survivor 
in this 
desirable 
segment 
of the pay- 
ment serv- 
ices industry, as well as further diver- 
sifying the breadth of our current 
client base." Grzedzinski added, 
"U.S. Bancorp has been in the mer- 
chant processing business for over 
thirty years, and I have long admired 
its expertise in meeting the special- 
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ized needs of larger merchants. U.S. 
Bancorp has proven its dedication to 
this business, and has the ability and 
vision to capitalize upon and grow 
this leadership position." Pending 
approval by NOVA shareholders, the 
deal is expected to close in the third 
quarter of this year. 

U.S. Bancorp is the nation's eighth 
largest financial services holding 
company and operates 2,242 banking 
offices and 5,208 ATMs. U.S. 
Bancorp is the parent company of 
Firstar Banks and U.S. Bank. 

For more information visit their 
Web site at www.usbank.com. NOVA 
Corporation manages and transports 
payment and other business informa- 
tion on behalf of retailers, community 
banks and regional financial institu- 
tions. For more information visit 
www.novacorp.net. 



Selling Ice Cubes 
to Eskimos 



i 



t is often surprising to me, as it 
may be to many of you, what it 
is that sets me off on a rant. But 
here I go again. Generally, as in 




www.greenshee t.eoni 



gmsht@pacbe 



Welcome to the world of MIST Inc., where you are invited to experience 

REAL-WORLD WIRELESS TECHNOLOGY. SEE FOR YOURSELF HOW OUR FREEDOM II WIRELESS 
POS TERMINAL ENABLES YOU TO EXPLORE NEW WORLDS OF NETWORK 
CONNECTIVITY. CERTIFIED FOR MOBITEX, MOTIENT AND CDPD, 
THIS HIGHLY MOBILE, SECURE AND RECHARGEABLE UNIT 
IS AVAILABLE TO YOU TODAY. 




Large LCD Graphical Display Backup power Supply 
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TAKING BILL PAYMENTS 
TO NEW HEIGHTS!! 



Ever think paying bills 
could make you money? 

Each year over 20 billion bills are paid in 
person. Fidelity Express' Bill Payment 
Solution provides the way to offer a critical 
service that will bring your customers back 
month after month. A system so fast and 
easy your employees can be trained in less 
than an hour and you collect a fee for every 
transaction. 

Fidelity Express brings you a proven way 
to increase profits by accepting 
TELEPHONE, GAS, ELECTRIC, CABLE, etc. 
bill payments from customers who pay in 
person. The same excellent customer 
support from our field reps and help desk 
is available. We provide state of the art 
equipment, training, and support to ensure 
safe and secure transactions. 

Provide a community service. 

By becoming a Fidelity Express bill pay 
agent you provide a fast, convenient and 
secure way for consumers to pay their bills. 
55% of lower income families don't have 
checking accounts and 80% of bills paid 
are utility based and average five per 
household. 

increase traffic in your store. 

Statistics show more products and service 
you provide for your customers, the more 
traffic you build in your store. Surveys show 
consumers usually make purchases after 
paying bills at a retail location. Convenient, 
efficient service bring customers back 
month after month. 



Other Financial Services 
Available with same 
Equipment 

• Money Orders 

» Gift Certificates 

• Debit/Credit Cards 
9 Age Verification 




"Making Bill Payments Easter 



Enterprises/Inc. 



"Available bills may vary by geographical area. 




Oata is verified and 
transmitted real-time 
in a matter of seconds! 

Cash Payments 



s 



"Making Bill Payments Easier" 



(authorized only) 



Or Both 
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DALLAS, TEXAS 
75265-6653 
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Fidelity Express 1 bill pay 
solutions allows payments 
for multiple billers on one 
terminal. Bill format co- 
ordinates unique to the individual 
biller are stored in terminals. 

Image and data in OCR 
line are captured at the 
POS eliminating the need 
for paper storage. 



Image and MICR line is 
captured at the POS. The 
check is converted 
electronically eliminating 
the need to handle 
special deposits. 

Images are uploaded nightly 
to Fidelity's server for easy 
future access. 



Help Fidelity Express bring convenience to your customers. 



soupue 
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S3ves you time, counter space and money! 




Secure Printer 

Our secure printer was designed for any 
process which requires secure documents 
tike money order issuance and sales. 

• Simple to operate 

• Fast print speed with security font 

• Multiple money order issue capability 
® Large capacity forms storage 



Requirements: 

One standard telephone jack. 
One standard electrical outlet. 

Size: 

Terminal measures 9.5"x4.5"x4" 
and weighs 3 pounds. 
Printer measures 1 5"x1 3"x9" and 
weighs 1 3 pounds. Secure printer 
can be placed several feet from the 
main terminal. 




Transaction data stored in terminal can 
be polled (software provided) to interface 
with main system. 

Debit/Credit/EBT transactions capability 
in same terminal with your provider or 
ours! 

Visit our web site at http://www.fidelityexpress.com 

or col! toll-free: 
1-800-621-8030 
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__p__VeriFone 



VeriFone, Inc. 

2455 Augustine Drive 

Santa Clara, CA 95054 



www.verifone.com 



Editorial Contact: 



VeriFone Applauds 2002 Innovation Award 
Winners 



Jim Nickerson 

Lois Paul & Partners PR for 

VeriFone, Inc. 

Tel: 415.262.1909 

Cell: 415.350.4501 

jim_nickerson@lpp.com 



Value-added applications continue to drive 
growth for electronic payment industry 



SANTA CLARA, CA. 5 June 10, 2002 - VeriFone Inc., the worldwide leader in 
electronic payment solutions, today announced the winners of the 2002 
VeriFone Innovation Awards. These awards recognize innovative solutions 
implemented by VeriFone International Partners (VIPs), customers, and 
members of VeriFone's Developer Forum worldwide that add value to a 
merchant's POS solution and generate new revenue opportunities for payment 
services providers. 

"We are once again tremendously impressed with the quality and variety of 
solutions generated by our partners and customers worldwide, and welcome 
this opportunity to recognize their success," said Douglas Bergeron, CEO, 
VeriFone Inc. "Value-added applications, combined with emerging 
technologies, will drive growth for the payment industry and introduce 
opportunities to penetrate new vertical markets." 

"By identifying and responding to a merchant's need for differentiation, 
developers are creating new business opportunities for acquirers and ISO's 
interested in expanding their portfolio of merchant services," said Paul R. 
Martaus, President, Martaus & Associates. "Additionally, value-added 
applications are opening up broad avenues of discovery in non-traditional 
point-of-service environments." 



Loyalty and gift card applications that enhance the consumer's shopping 
experience, and provide merchants with a means of identifying and rewarding 
valuable customers, are essential to helping payment services providers 
improve merchant retention in today's competitive business environment. 
VeriFone and Valutec have developed a pre-packaged gift card and loyalty 
solution that can be securely deployed on the same terminals used for credit 
and debit, without requiring re-certification of the existing payment 
application. 

The pre-paid telecom card market continues to grow for traditional and non- 
traditional retail merchants seeking to extend value and convenience to their 
patrons. Pre-paid activation and reload applications are an important source of 
revenue for acquirers and ISO's interested in expanding their total services 
offering at the point of sale. Red Roof Inns and Motel 6, two brands of Accor 
Lodging North America, have implemented a pre-paid long distance activation 
and delivery service, using VeriFone terminals supporting Atrana's 
MicroPortal technology. 

New applications are also designed to improve operations in non-financial 
markets, such as the healthcare industry. Insurance Benefit Spot Check, Inc. 
combines healthcare eligibility verification with financial collection at the 
point-of-service in a doctor's office or medical facility. 

Consumer demand for convenience is a driving factor in the emergence of 
biometric technology. Shoppers using the 'Pay-by-Touch' solution from 
Indivos have the ability to pay for items by simply placing their finger on a 
device connected to a VeriFone terminal, while retailers enhance their ability 
to manage payment types, speed the checkout process and help reduce fraud. 

Additionally, new solutions designed with speed of payment in mind are 
opening new opportunities for card acceptance, such as Quick Service 
Restaurants (QSR). Visa U.S.A. has partnered with VeriFone to develop a 
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solution to speed the process by accepting payment at the point-of-order in the 
drive-through lane. The solution is being tested at restaurants in Atlanta, 
Georgia and Redwood City, California. 



The following 22 winners were selected to receive a 2002 Innovation Award: 



North America: 

1) American Payment Systems, Inc.: pre-paid telco application 

2) Atrana: Microportal solution to deliver value-added services. to the 
point of sale. 

3) Catuity, Inc.: payment and loyalty application. 

4) Ernex Marketing Technologies, Inc.: loyalty and gift card 
application. 

5) Fidelity Express: money order/gift certificate/official check 
issuance, bill payment, check verification and conversion services, 
age verification applications. 

6) Insurance Benefit Spot Check, Inc.: healthcare eligibility 
verification and financial collection. 

7) Indivos Corporation: biometric identification for payment and 
loyalty 

8) NPC: implementation of cafeteria payment and loyalty program 

9) Ontain Corporation: remote order and pay for QSR industry 

10) Paymentech: payment and gift card solution tailored for quick 
service markets. 

1 1) ValuLink: electronic gift card and loyalty solution. 

12) Valutec: loyalty and gift card application. 

13) Visa USA: drive-through solution for the QSR industry 

Latin America and the Caribbean: 

14) APPI Tecnologia S.A.: electronic ordering and distribution via 
WAP technology 

1 5) Hiper Peru: loan installment payments at the retail point of sale 
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16) IDEA CO. Mexico: pre-paid telecom solution 

17) Management Control Systems Ltd: pre-paid cellular reload 
solution. 



Europe, Middle East and Africa: 

18) Computercentrum C. van de Velden B.V.: rapid certification for 
growth markets including Belgium, The Netherlands, Germany and 
Switzerland 

Asia Pacific: 

19) Chia Hsin RMC Corporation: EMV payment, smart card loyalty 
and couponing application. 

20) GHL Systems Sdn Bhd: NetAccess network consolidation solution. 

21) China Sing Lee International Trading Ltd: security trading at the 
POS. 

22) Remax International Inc: healthcare services authorization. 
About VeriFone, Inc. 

VeriFone, Inc., (http://www.verifone.com) is the leading global provider of 
secure electronic-payment solutions for financial institutions, merchants and 
consumers. VeriFone has shipped more than ten million electronic-payment 
systems, which are used in more than 100 countries. VeriFone, Inc. is held by 
Gores Technology Group, an international acquisition and management 
company. 

About Gores Technology Group 

With headquarters in Los Angeles, Gores Technology Group (GTG) is a 
privately held international acquisition and management firm that pursues an 
aggressive strategy of acquiring promising high-technology organizations and 
managing them for growth and profitability. GTG has a proven track record of 
acquiring and successfully managing companies — including many divisions 



Page 5 acquired from large publicly traded companies — through its commitment to 

customers, employees and continued development of intellectual property. 
GTG has acquired and managed approximately 35 interrelated but 
autonomous technology-oriented companies with locations throughout the 
world. Those companies provide a broad range of technology-based products 
and services to a substantial customer base representing millions of active 
users worldwide. Visit the company's Web site at www.gores.com. 

For further information on Gores Technology Group please contact Michael 
Sitrick, mike_sitrick@sitrick.com, or Terry Fahn, terry_fahn@sitrick.com, 
both of Sitrick and Company, 310-788-2850. 
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Press Release 



The News Telegram, Sulphur Springs, Texas, Thursday, September 19, 2002 

Arkansas' biggest water supplier contracts with Fidelity 
Express for bill payment service 

Sulphur Springs-based Fidelity Express announced Tuesday that it has signed an agreement with 
Central Arkansas Water (CAW), Arkansas' largest supplier of water services, to provide walk-in bill 
payment service to customers at five Fidelity locations in Pulaski County, with more locations to be 
added within the next two months. 

Under the agreement, Fidelity Express will deliver walk-in bill payment service for Central Arkansas 
Water customers in the Little Rock-North Little Rock metropolitan area, from managing the agent 
network through the daily posting of payments and funds. 

"We are extremely impressed with Fidelity Express - especially its people and its dedication to 
pursue products and services we want" said Gary P. Pittman, Director of Finance & Customer 
Service for CAW. "Fidelity's technology is right at the top of the industry, and this partnership adds 
to our strategy of placing the bill-payment process closer to customers." 

For Fidelity Express, the agreement is a strong vote of confidence in the company's performance 
and expansion into this unique market. 

Central Arkansas Water is a metropolitan water system that serves a population of approximately 
360,000. The utility has 115,000 retail residential, commercial, and industrial customers in Pulaski 
County. The utility's direct service boundaries encompass the cities and communities of Little 
Rock, North Little Rock, Alexander, Cammack Village, College Station, Sherwood, Wrightsville, 
and unincorporated Pulaski County. 

Fidelity Express is headquartered in Sulphur Springs and is the nation's fourth largest money order 
company and leading walk-in bill payment solution provider. Additional Fidelity walk-in payment 
clients include Texas Utilities, SESCO, Reliant Energy, Taylor Electric, and Cap Rock Electric. For 
more information on Fidelity, visit www.fidelityexpress.com. 
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GlobeTel Investor Relations 



Press Release 

^ View printer-friendlv version 

« Back 

GlobeTel Communications Launches Travelex Money Remittance Service 

FORT LAUDERDALE, Fla.~(BUSINESS WIRE)-April 17, 2006-GlobeTel Communications Corp. (AM EX: GTE) announced that it has 
launched its money remittance service program offered in conjunction with Travelex Currency Services, Inc., as previously planned. 
GlobeTel's technology has been deployed to enable remittance functions through Fidelity Express, a national leader in money order 
generation and walk-in bill payment solutions with a growing merchant base of more than 5,000 locations in 22 states. 

Fidelity Express accepts payments through authorized retailers, primarily supermarkets and convenience stores, on behalf of utility 
companies such as Reliant Energy, TXU, Verizon, Atmos Energy, Westar Energy, Alabama Gas Company, Centerpoint Energy, Garland 
Power and Light, AquaSource, Northland Cable TV, Vycera Communications; municipalities such as City of Lake Worth, FL, City of 
Lakeland, FL, City of Atlanta, GA, City of Dallas Water; and government services such as Texas Child Support. 

"Fidelity Express' locations provide an excellent built-in money transfer agent network for our state-of-the-art technology, which is part 
of the Travelex Money Transfer program/' stated Timothy Huff, CEO of GlobeTel. "The rollout of our remittance technology helps 
Fidelity Express retain its leadership position in this fast-growing segment of commerce. Creating a one-stop shopping experience for 
our customers is consistent with the GlobeTel mission of providing unmatched expediency and convenience for anyone, anywhere at 
any time. This consistency follows through from our communications platforms and delivery systems to our remittance technologies." 

Pat Odom, Division Manager of Fidelity Express, added, "Offering money remittance adds a product to our services that exactly meets 
the needs of many of our current customers and will attract many new customers to Fidelity Express locations, further increasing 
customer traffic and generating additional revenue for our retailers. Money orders, in-person bill payment and other Point Of Sale 
financial services offer a valuable service to consumers, while at the same time help to increase customer traffic and generate additional 
revenue for our retailers. Industry reports indicate that at least 20 percent of the U.S. population pays its bills in person in retail 
locations around the country. One of our payment location providers, the second largest supermarket chain in North America, reports 
66 percent of all people who come into its stores to pay their bills buy something." 

About Fidelity Express 

Fidelity Express is a full-service financial services company that was established in 1988 to fill the void in service to the independent 
merchant. Fidelity Express is a division of GSC Enterprises, Inc., a 59-year-old grocery wholesale distributor with over 1200 employees 
and is the 5th largest convenience store distributor in the country with annual revenues in excess of $1 billion. Fidelity Express, 
headquartered in Sulphur Springs, Texas, is one of the top five money order companies in the nation processing over $2.5 billion in 
money orders annually and a leader of walk-in bill payment service providers. Fidelity Express provides waik-in payment solutions for 
over 50 companies made up of primarily utilities and electric cooperatives. For more information on Fidelity Express, please visit 
http://www.fidelityexpress.com 

About GlobeTel Communications Corp. 

GlobeTel Communications Corp. develops and provides an integrated suite of telecommunications products and services, leveraging its 
advances in Stored Value, VOIP and Wireless Access technologies. Individually, each of GlobeTel's five business units function as 
distinct, strong stand-alone entities: Together they form a powerful alliance of human talent and technological innovation resulting in 
the SuperHub(TM) worldwide VOIP network, Sanswire Stratellite(TM) platform and products enabling simpler, cheaper transmission of 
voice, data and money. GlobeTel has historically focused its business development on markets outside of the United States. Current and 
pending operations exist in Asia, Europe, South America, Mexico and the Caribbean. For more information, please visit: 
http://www.globetel.net. 

Certain statements in this release constitute forward-looking statements or statements which may be deemed or construed to be 
forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. The words "forecast," "project," 
"intend," "expect" "should," "would," and similar expressions and all statements, which are not historical facts, are intended to identify 
forward-looking statements. These forward-looking statements involve and are subject to known and unknown risks, uncertainties and 
other factors which could cause the Company's actual results, performance (finance or operating) or achievements to differ from future 
results, performance (financing and operating) or achievements expressed or implied by such forward-looking statements. 



CONTACT: GlobeTel Communications Corp., Fort Lauderdale 
Robert Bleckman, 954-775-1427 



SOURCE: GlobeTel Communications Corp. 
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Western 



Union Highlights (NOTICE IN 1989 Quick Collect was born.) 



diverse 150-year history. 



A group of businessmen in Rochester, New York form The New York and Mississippi Valley 
PrlntinJ Telegraph Company, Western Union's predecessor company. 



Western Union completes the first transcontinental telegraph line, providing fast, coast-to-coast 
communications during the U.S. Civil War. 



Western Union introduces 
Exchange quotations. 



the first stock ticker, providing brokerage firms with New York Stock 



Western Union launches a time service, helping to standardize time nationally. Western Union will 
SThe distinction as "The Nation's Timekeeper for nearly a century. 



1871 



Western 
business. 



Union Money Transfer® service was introduced and became the company's primary 



Western Union is selected as one 



of the original 1 1 stocks tracked in the first Dow Jones Average. 



Western Union introduces the first consumer charge 



1923 



Western 



Union introduces teletypewriters, joining branches and individual companies. 



1933 

Singing telegrams are introduced. 



1935 



The first inter-city facsimile service is introduced. 



1943 



Pioneered the first commercial inter-city microwave system. 



1958 



Western 



Union introduces Telex, a direct-dial consumer to consumer teleprinter service. 



Western Union inaugurates the use of a transcontinental microwave radio beam system, replacing 
poles and wires spanning the continent. 



1970 



Western Union Mailgram messages offer next-day delivery via postal service. 



1974 



Western Union 



launches Westar I, the first domestic communications satellite for America. 



Western Union is the first company with five satellites i 



1989 

Quick Collect® provides creditors a service for securing fast collection of payments via flat-rate 
Money Transfers. 



1989 



Rapid Money Transfer service becomes available outside North America. 



1992 



Western 
orders. 



Union Money Order service provides customers with a fast, easy way to get money 



1993 

Dinero en Minutos® (Money in Minutes 8 " 1 ) service 
the U.S. available in just minutes. 



is introduced, making funds sent to Mexico from 



1993 



The Western Union Phone Card service is the first branded, pre-paid and disposable telephone 
card offered in the U.S. 



1994 



First 



Financial Management Corporation acquires Western Union Financial Services, Inc. 



199S 



First Financial Management Corporation completes a $7 billion merger J^^£^ n 
(NYSE: FDC). Western Union Financial Services, Inc. becomes a F.rst Data Corporation 
subsidiary. 



1996 



continues 



to expand with new regional offices in Paris, Vienna and Hong Kong. 



Brussels and Costa Rica. 



By the end of the year, .here are more .nan 80,000 Western Un,on Agen, Nation* m over 140 

countries and territories around the globe. 



2000 



Western Union launches westernunion.com 
Internet. 



, bringing the convenience of money transfer to the 



Western Union celebrates its 150-year 
worldwide. 



anniversary by reaching more than 100,000 Agent locations 
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Consumer Products 



Welcome! 



Thank you for visiting Travelers 
Express® Utility Bill Payment 
on-line. Please feel free to come 
inside and take a look around at 
all we have to offer our 
customers. At this site we can 
help: 

Provide information on 
Travelers Express Utility 
Bill Payment 
Link you to customer 
service for this product 

Pay Your Utility 
Bills with Travelers 
Express Utility Bill 
Payment 

In addition to MoneyGram® 
ExpressPayment SM , Travelers 
Express offers an in-person, 
utility bill payment service. 
Travelers Express has been 
providing payment services in 
neighborhoods across the 
country for more than 50 years. 
We are building on our success 
in the money order business and 
helping major utilities manage a 
part of their bill payment 
process. As a service to 
consumers, many utilities offer 
an alternative to mail-in 
payments. They do this by 
designating neighborhood 
locations-like grocery stores, 
convenience stores, or other 
local retailers-where you can 
pay your bill in person. 



Paying Bills With 
Utility Bill Payment 
Service Is Easy 

Here's how the process works: 

1. You, as the customer, 
present cash or check 
payments made out to the 
utility, along with your bill 
so your payment can be 
credited to your account 
number. 

2. The agent will enter your 
customer payment 
information into our 
systems and your payment 
information is sent to a 
central computer site. 

3. Your payment information 
is transferred to the 
appropriate utility and 
applied to your account. 

4. You receive a receipt of 
the transaction as proof 
that you've paid in case 
payment verification is 
necessary. 
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American Payment Systems, 

Inc« is the leading pmwider of 
wmlh-in p^ymemt serwiem to 
>t£Kty Mikes through a national 
memoitk of authorized agents. 



Back ground 

. Headquartered in Hamden, CT, APS is a wholly-owned 
business unit of United Resources, Inc., the parent of 
non-regulated businesses operating under the UIL 
Holdings Corporation. 

. APS was established in 1990 to replace the costly 
neighborhood storefronts that Ul once operated in order 
to enable its customers to pay their bills in person. 

. American Payment Systems provides a link between 
utilities, other service providers and their customers who 
need or want to pay their bills in person. 

. APS ranks as one of the country's leading bill payment 
services, accepting payments at more than 5,500 retail 
locations in 44 states. 

. APS collected 81 million payments in 1 999 representing 
$8 billion and is on track to collect almost $9 billion in 
2000. 

. APS has historically contracted with utilities and other 
service providers to collect payments through 
independent retailers serving as walk-in payment 
centers. 



Overview 

. APS recruits, equips and trains retailers and their 
employees (known as "agents") to collect bill payments 



from customers (known as "walk-in payments"). 

. Agents deposit payments daily into APS bank accounts 
and electronically transmit payment information to APS' 
data center. 

. APS data center then consolidates and forwards the 
payment and payment information to the billers to whom 
the payments are due. 

. Retail agents that collect the payments for APS are 
generally grocery stores, pharmacies, banks and check 
cashing stores in the billers' service area. Agents 
receive a fee for each transaction processed. 



Technology 

Deploying point of sale technology is an important component 
of APS' business. At each agent location: 

. APS sets up a terminal, which includes an OCR 
scanner to capture the bill information in digital form, 
at each agent location to transmit billing information. 

. Consumers present their bills and their payment 
(either by cash or check) to an agent employee who 
scans the bill and enters payment information into 
the terminal. 

. The system transmits real time information back to 
the APS data center and then to the billers and can 
even block the acceptance of checks from 
customers prone to bouncing their payments. 



. The customer receives a printed receipt indicating 
that the biller will post his/her payment the following 
day. 



Quikpay! 

In April 2000, APS expanded its technology base when it 
acquired a small company, QuikPay! Service, LLC. The 
benefits of Quikpay! are: 

. Quikpayi's payment software runs on personal 
computers, 

. Quikpay! greatly expands the number of retail locations 
that APS can eventually operate in, 

. Quikpay! expands APS" business model from collecting 
only authorized or contracted payments (where APS has 
a contract with-and receives payment from-the biller to 
collect payments) to collecting non-contracted payments 
(where there is no contractual arrangement between 
APS and the billers; and the agent and APS share the 
fee paid by the consumer). 

. QuickPay! can collect bill payments for almost any 
company, whether or not it has a direct contract with 
APS. 

. Quikpay! also allows APS to increase the type of 
payments that its agents can collect. 

T ypes of Payments 

Contracted (Authorized) Payments 

. APS negotiates a contract with the utility company to 

collect payments for that company at agents in the 

company's service territory. 

. The utility pays APS for each payment collected and APS 
pays a fee to the agent for each transaction processed. 

Mnn contracted Payments 

. Payments collected by APS from billers with which APS 
does not have a negotiated contract in place. 



. The costs of these non-contracted payments are borne 
by the consumer and are split between the retail agent 
and APS. 



The Walk-in Payment s Market 

Overview 

APS estimates: 

. Consumers in the United States pay roughly 800 million 
bills in person each year. 

. A portion of these walk-in bill payments (250 - 300 
million) are paid at offices maintained by utilities and 
other service providers, or at retailers that the utilities 
have hired to collect payments for them. 

. An additional 350 - 400 million payments are made each 
year at retailers that have been hired as agents by third 
party agent network companies such as APS. 

. The in-house payment centers have been shrinking in 
number as more service providers outsource this function 
to third party agent networks such as APS. 

Market Segments 

The three main segments of the walk-in payments 

market are: 

fiMtranteri Pa yment Market 

. Currently APS has over 1 00 biller contracts in place 
and in the year 2000 will collect over 85 million 
authorized payments from these companies, 
representing nearly $9 billion dollars. 

. The volume of authorized payments is growing at 
roughly 6- 8% annually, as the outsourcing of walk-in 
payments to third party agent networks continues. 

. APS believes it has the largest market share in the 
contracted payments segment, with roughly 25% of 
the market. 

u n n.Cnntracted Payment Market 
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. 60-90 million non-contracted payments are 
collected through retailers each year. 



. APS believes this segment of the market is growing 
rapidly at 15 - 25% per year as more billers 
encourage such payments (which cost the billers 
nothing) and as consumers find such payments to 
be a superior alternative to purchasing and mailing 
money orders as their form of payment. 

Prepaid Services Market 

. There is an emerging market for prepaid services, 
including local and long distance telephone service, 
wireless telephone and pager service, and auto 
insurance that involve largely recurring walk-in 
payments. 

. Providers of these services view APS' agents and 
other agent networks as distribution outlets through 
which they can acquire and service their customers. 

. . APS believes that this segment of the in-person 
payments market is growing at 20 - 40% per year 
and is currently at 30 - 40 million payments per year 
in the US. 

Size 

APS estimates that the walk-in payment market represents a 
$200 - $300 million revenue opportunity for processors such 
as APS, excluding the share of biller and consumer fees paid 
as commissions to agents. With growth in non-contracted 
and prepaid services payments, APS believes that the overall 
revenue potential in this market is growing at 10 - 15% per 
year. 

Other Services 

. Walk-in bill payments are typically provided alongside 
other retailer-distributed "fringe banking" services that 
meet the needs of households that do not have checking 
accounts, who seek a high degree of control over their 
spending, or who have special payment and money 
transmission needs. 

. The most important products in this market are money 
orders and money transfer services. 



. Money orders represent one-off substitutes for personal 
checks and most are used to pay recurring bills. 



. Approximately one billion money orders were purchased 
by consumers in 1 999. Money transfers are used to 
send emergency cash to other consumers or creditors in 
the US and overseas. 

. Roughly 1 00 million money transfers were initiated in the 
US in 1999. 

. Sales and profits of the two leading service providers in 
the fringe banking segment-Western Union division of 
First Data Corp. and Travelers' Express division of Viad 
Corp.-grew at over 15% per in the first half of 2000 vs. 
the same period in 1999. 

. 1 0-20% of US households prefer to pay their bill in 
person. 

. Customers that pay in person range from those who want 
to save the price of a stamp, want a receipt, senior 
citizens that prefer face to face contact, persons who do 
not have checking accounts and procrastinators and late 
payers who need real time crediting. 

. About 75% of our payees are under 50. 

Market Competition 

APS' largest competitors include First Data Corporation's 
Western Union division and the Travelers' Express division of 
Viad Corporation. While each processes fewer walk-in-bill 
payments than APS, these companies dominate the markets 
for money orders and money transfer markets with combined 
shares of roughly 60% and 90% respectively in the two 
markets. Because money orders and money transfers are 
provided through agents similar to those providing bill 
payment services, both companies maintain extensive 
retailer-agent networks throughout the US and the world. 
There are at least 5 other specialized competitors in the walk- 
in payment market, none of which processes more than one 
quarter of APS' annual volume. 

Growth Drivers 
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. APS' goal is to be a leading provider of financial services 
to the segment of the U.S. population that does not have 
bank accounts and relies on cash transactions. 

. Growth will come from expanding its agent base, 
introducing new products and increasing the transaction 
flow through the agent base. 

. APS will be investing in the increased agent base in the 
near term to increase earnings in the long term. 

. APS also expects to increase earnings by improving the 
business model to extract more value from existing and 
new contracts. 

. APS intends to increase its market staff to expand 
geographically and to market other services, including 
prepaid cellular, prepaid credit cards and prepaid 
phones. 

T, poking forward 

. APS will continue to expand its transaction volumes, 
agent network, and the range and number of billers for 
whom its agents collect. 

. APS recently reached a growth milestone in which its 
agent base currently covers over 50% of the US 
metropolitan population. APS will be adding new agents 
and service areas to extend this foot print to 75 - 80 % in 
the next two years. 

. APS now spins off cash to its parent and doesn't require 
heavy capital outlays. 

. Technological advances have made the cost of adding 
agents less expensive. 

. APS will invest in research and development to keep its 
edge and offer additional services to customers; this 
R&D will take the form of Point of Service technology 
development and creation of new alliances with prepaid 
and other service providers. 

• APS also intends to invest heavily in recruiting new 
agents in the near term. 2001 marketing and sales 
expense will exceed 10 percent of sales, up from under 



5% in 1999. 

. APS earnings from continuing operations will continue to 
grow in 2001 , but the overall earnings may decline 
slightly as a result of the increased R&D and marketing 
expense investment. 

. Longer-term earnings are expected to grow at an 
average rate of 15% per year. 

Customers 

Ameritech 
AT&T 

Carolina Power and Light 
Central and Southwest Services 
Reliant Energy 
Pacific Gas and Electric 
Entergy 

San Diego Gas and Electric 
Southern California Gas 
Southern California Edison 
Virginia Power 

Mana gement and C ompensation 

Management Team 

Paul Rocheleau-President 

Prior to being promoted to President in September 1999, Paul 
served as CFO for APS. Prior to APS, Paul was CFO of 
Bloomingdales's by Mail, Ltd. He has also been employed at 
ComputerLand and PricewaterhouseCoopers. 

Corev Stone- Vice President Business D evelopment 
Formerly Managing Director, Easton Consultants. 

Compensation 

APS has a long-term incentive program that links the 
compensation of the president, officers and other key 
employees of APS to the financial success of APS. The 
program is designed to provide the participant with awards 
based on the long-term performance of APS, as measured by 
various financial factors, 



Learn more - Visit us at our website -www.apsnet.com 
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